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ABSTRACT , ' • 

The first of a series, this publication consists of 
two symposium presentations, "^he first paper, "Annual Fund: 
Cornerstone of Development," by Robert L. Stuhr, defines the annual 
fund concept in the context of institutional development and provides 
five requisites for a successful annual fund: it must (1) be part of 
an ongoing development program, (2) have specific stated purposes, 
(3) enhance the educational program, (4) be assigned to a definite- 
time period, and (5) be supported by a case statement. jNext, the 
steps that lead to a successful annual fund are discussed: research 
and identification, evaluation, cultivation, involvement, asking for' 
the investment, acknowledge*ment , and recognition. The second paper, 
"Estate Planning: A New Resource," by Jerry A. Jarc, sugests methods 
for securing charitable bequests from regular donors by encouraging 
them, for their own advantage and for that of the school, tq include 
provisions in their wills for deferred gifts. A step-by-step approach 
is offered for developing estate planning as 3 potential long-term 
resource for school support. (TE) 
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Fomvord 



V 

%i^he Hist Annual Convention, Religious Eclucaiion 
Congress and Exposition held in Boston, MA on April 
i ^ 23-26, 1984, the Office of Developiiient/NCEA ()f- 
fered ii,s 'first syn'jposiunwin development. Six major topic 
areas were addressed as well as tweniy-four break-out ses- 
sions. NCEA members' need foi' assistance in the establish- 
ment of development programs at the local and diocesan^ 
levels has been esuiblished. The Naiiortal *Catholic Educa- 
tional Assw^ation is meeting thai need. 

This publitraiion is the first of a propo^^ed "how to" series 
which will give prUctical helps in various areas of develcjp- 
ment. The two topics jelecied for pubDcation werf given as 
presentations' at the Boston convention, This series of books 
will o'ffer concrete hnd practical suggestions for various parts 
of a total development Mori! If ihe directions are folloxved, 
Caihblic institutions will have successful development pro- 
grams i-s tlie near future. » 

I am grateful to Dr, Rt^beri L. Stuhr and Mr. Jerrv* A. Jarc for * 
agreeing to share this material in written form.* They and 
other development officers from throughout the Tnited 
States have given generously oC their time and latent, so^that a 
targe number of NCEA members may share their insights and 
enihfisiasm for the continued mission of American Catholic 
education. ■ . 

Readers of ihisL^ook are encxniraged to send comments as 
well as suggestions for additional development topics of 
other '*how ro'* books to the Development JOffice/NC^L^. 



. Kev Robert |. Yeager 

\'ice President/ Oevelopment 
Mav 1. 198^ 



ERLC - 



Gomer-stone of ' 
Development 

Dr\ RohetVL Stuhr • ' . . ' 



^ osi schools today realize the* importance of a ..^ 
vs Is slron^. well-organized Annual Fund. Not only is . ^ 
^■v the Annual Fund an excellent source ofsupport for \ 
, • current operations (the most recent Volufitary Support of ' 

Hduaition Report shows that 56 percent of suppon received 
- by colleges and universities, and 33 percent of^the funds 
received by private jelernentiin* and secondatij* schools were 
^ for current ciperaiions), but it provides excellent contact with 

a school's publics. The Annua] Fund <jrtt\rs the opportunity 
* for continuing contact with the donor, continuing cultivation. 
It helps to build the habit of regular giving. * • . * 
To (he donor, the Annual Ftind rt*presents an opportunity 
«■ ti) show supp<)rt.of the scIuh)!, a ckmcy to "vote'^or withldqld 
, a shi)w of confidf^ice iii the instimtion. Tliegratitude, recog- 
, nilion. ithanks (mAidlCrby th^r^chool are sources of , i 
{"HeUNure to the donor - ' / 

^ Not toi)l()ngago.the.\Jinual Fund wasscorned-asa\'eliicle » 
li)r snuill gihs It was though't/)f as something done "between * 
r ' campaigns " h was diouglu that only small gifts wty*egiven to 

ail Annual Fund. Mt)si institutions today hi|\'e an .\nnual Fund ^ , 
w hich (hex maintain and increase year after year, coiUi<^uing 
u ai an accelerated pace e\en during an intensive capiial fund 
[Mogram 

Our firm li.t.s atKocaied ihe Annu.U FuikI since our found " 
nig three IfncI a half dec a^Fes^go We believe ili^* Annual Fimd ^ 
< ^ snil otTers tivmerulous i^oJcntiai for increased support 
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Definitions Atnhis point we need to consider ifvee definitions. First, 

the definition of developnienf. Secon<J|fthe definition of » o 
development program. Andihird, the definition of an /\r>nual ' 
Fund. • * 

Development . » 

The overall concept of developrnent holds tfiai tHe highest ^■ 
destiny of an institution^ ran be realized only by a total effort 
on the pan of the institution to analyzellS educational or 
programmatic philosophy and activities, to crystalize its ob- 
jectives, project them into die future, and tal<c the.necessai^' 
' ^ . , steps to realize them. • 

Developm^t Program 

- ^ ^ A develop!neni*program is a concerted effort to provide * : 

* ♦ new resources fox an institution through: • , \ 

. a. Building understanding a'nd acceptanj:e for tlVe institur 
tion. . , " * ' 

b. Providing the kind and qualitv'- of students that the in- 
i stitution' wants and can best ser\-e. 
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c. Ol^taining financial support for current operatit)ns, 
' , ^ ^ special projects and c^piui! gmwth. 

• • ' ' -Four Parts to a Program for Financial Support: ' 

s ^ • 'Anivuil Giving ^ ' / 

* • Continuing Effpits to Fund Projects 
* "^'^ r 'v, • Major Capital Objectives 

V . ^ *^ * T P)<^ferred Giving/Estaic Planning Program. 

t Requirements for Developineni Propmu)— .^i fnstitution - 
has a suct<j^ssfu! development progran^ when i^: ^ 
S Carefully defines its mission. • 

b. .Btablishes a specific p^mgram for the accomplishmefit 
of this mission. • 

c. Identifies, informs a«d rouses to action in its interest all 
* those whi^ can make a .significant atjiiributicm to the 

fulfillment of the institution's mfssiwn. ^ / ^ 

Aiinual Fund , j 

An Annual Fund is sinH*>!v aj^rogran^ which consistently 
3 • re\er\ vear ) solicits gifts from all of if\ various publics or 
const iiuencies. • ^ • J' 

9 . • •■- - 
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. The Ami^ial Fund ii^more thah just a fund camp:\ign. It a 
coordinated* concentrated efFon on the pan of a school to*'' 
plan one major, prafeasional effort which can produce better 
lesults than nlifny small canjpaigns. Ii^nvo'lves good orgnjiiza- 
tion, a case statyiveni, goals, prospects, volunteers, a limela- 3 
ble, a use^of many'^^'jiiys of \omiiuinicating with donors, 
ijoliciiation, accurate, recori)(s,^recognition, 'ej'akuuiotj and 
planning for the next year'^^^iinualFuod. . ♦ 



^ Requisites There^^ five requisijtes for a succe!isful Aiiiuial FuWl: 
Part Of Ongoing Development Program 

The Annual Program got?s on at the same time as the efforts 
to obtain funds throitgli capiuil efforts or estate planning. 
* . Never discontinue itn Annual Fund. e\'en duiiog'a major 

ca|fllal can>paign. Don't skip a year. Work at it p^jj-sisifently. 
Gi\x» it a chance to ^row. Remember that an Anilii^l f und— 
• Upables your institution to broaden its base ot^support. 
One of the goals i^f an Annual Fund is incrc^ased pariici- 
^ . pation fmm all yt)ur publics. You leaveft^) one our. 

• •'Is a major source of obtaining funds foi^nresiricied 

curreru*opeijations. This i.snioney which enables you to ^ 
. pay your bills, operate in^the blac4<. Man\ capita! funds^' 
ar'e resirit»fed. Anmial Funds are normally unreMricied' 
. ^ astox^^e., j . . I'' ^ 

• • Encojurages ]|l our donors logiveeach \v^v — u^gtl inihe 
r 'habit of sutjiM^ri' ' * « 

Specific Stated Purjfwses ^ 

• Set specific, measurable goal.^. Construct a strong ciise. 

. . 'Hemonstrate its imponance. Show what past support has' 
ata)niiiHshed. 

Btihancement Of The EducatiomU Program 

l Aresiricred current operations are mainly needed bu 
don't use llie term "unrestricted currenf operations." |t has^ 
•^no romance or appeal. Talk about maintaining and enhancing 
excellencv. of providing financial aid and scholarships, of 
• improvijig "ih^J plant,. of maintaining and enhancing great 
teaching and quality j^rogran>V But show specifically what 
Q ' success of the Fund will mean, t n * 

ir . ' 10 . ^ 
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• Assifinment 'ToA Defhute Time Perioei ^ ^ 
,. , . Niakc* ik)iK)rs— aiui Venn- own.staft— aiaitely a\vrtrt\ofthe 

" * , laiiHl's time pcfioil, Ddc'S ii last throwsh the calendar yt?ai?Of 
' ij , ' your schwI^sHsujI year? PulMici/iMhe Fluid's date, deadMnes^ 
gt)als in terms ol tiDllaus and di jiidi s. KejiDW on pn)gre.'js from 
rime lo time. • ' 

' Retiuires A Case Statement ^ . ' . 

- vc hat is the base tor support t)> your school? FwrSucce.ss »n 

. the Annual Tuiid? A ca.se statement is riot only your sellinjj 
pilch (telling y^jur publics Kvho you are, what \()u are tr\ii-»^ 
do^and how ), but also a document which lays out ydur plan • 
and its methods and helps to.obtain internal consensus on the ' 
part of administrators, trustees, staff and other volunteers. 



SliepSiToA Have A Written Plan 

Successful oi'jil ags.eements are nt)t enough. Put if all down in 
Ammeil . wniing-f-the purpose of the Fund, the publics you will culti- 
f«M • \au.' and! Solicit, the wa\.s you will do this, the schedule of ^ 
mailiiigs[ of phon-a-tlu)ns, of meetings, of goals in letfms of 
ni^nihcM\S of \loni)r,s and dollars, the fbrnis of ackncnvledge- 

nietit and recognitit)n. Give yourself plenty of time. An An- 
' - . nujil Fund which begiiis in Sepieiiiber i*h()uld be plaiined the 

preceding\Spring. Sui^imeiHs iln> time to plan an /\nnual Fiiud 
• < which iTfgin.s with the calendar year. 

Circulate Vottr Plan 

Like the aise staienKMii, your plan for Uie /\nnual Fund can . 
help obbin consensus internally —with iii^^t^v aclininte- 
n ail )rs, taculty, trustees, volunteer leaders. IXiriiig the tbrnia- 
lion ot the plan, show tentative Jratis andask lor suggestions 
from your volunteer le;Kk*rship. The ccomnuin,icittion of the 
\ planning j^roces.s is ohcMi more important than fhe plan itself. 

OrgcmizatUm 

need' a vollmtecr chairman for the Aiinual Fund — 
someone w ho has intlueiice, knowledge of your school, the 
co!ifidence u\ the conimunitv, who has the abilit\ to attract 
(Others onto the team of the Annual Fund. This leader should 
he sometMie froj;n your o\\n pul)lics— an alumnus, a parept, a 
Hoard menther, I\>reachpul)licy(m will solicit— again, such 
publics as aUnnni, parents, past parent-s. neighbors, the busi- 



Mess a)iiMiiuniiv\ anti other !riei\ils~seiec{ a vhairntarv 
Build an organi/aiitJn chart. Shovv the public, the volunteer 
•head, the staff pefson assigned to \york witli thai pulVlic. llic 
goal in terms oi doilarjj and domirs. 

Build And Expami A.VolMeerT^^^^ . \ . 

^ Ve\'e said it betbre*^ we'll say it again; "SiafVmembe'^s can 
roar from a H^uisetop'and be^'erk)oked; N'olunieers can 
viKisper and tlie reverberation is povtcrtul." Never undereo- 
rimate the power ()f vourA'olunteers. You should have yoiun 
timers fiom e\'eiy puWic you .solicit, For an l^ftrmentary or 
secondary sclV)ol, parents are perhaps ihe most impi)iiani 

'source of vo^lunteer leaders and also support. Past parents, 
grandi^reT^ts, alumni, facult>j^ and staff, former fatrulty and 

fiSt;ilT/1ieighbors, lousiness 'headers, church leaders; all are 
sources for volunteers and R)r'^ipport. 

Provide Training For^Youf Volunteers 

.'N'olunteefs are busy pe(\^e \Vith many demands: of their 
lime* They Ici^k 10 the staff fcV^guidance, materials, remind- 

. ers, support and leadership^CN'^lhem a job they can dowiih 
proper training, and^then provide the training, CDmriuinicate 
tlie tact that tlte 'Annual^Fund is more than fund raisfng— it is 

\a program to ensur^he viitt^fliiv of your school, to help it 
realize its full poleIlW?^c^^2iJj^^ and enh&nce the excel- 
lence of its programs. Choose wrefully—and'get the advice 
of others — prospects for your, workers. Important money is 

•raised by haying impc^rtant people call on important people 
for important purpose's. 

He Sure The Leadership In The Annual Fund Has 
Stfitus In Youir Overall Development Program 

f-uiKl leadership should be part of the main development 
team. witJ) status on your Board. Otherwise, the Annual Fund 
* will belong only to t!ie development director 

Study Your Various Constituencies Or Publics 

Ciauge sour appeal to <^ach public\s interests, expectations, 
and convenience. Segment your main publics such as alumni 
into older, .younger, cdrrent doiiors, iu)n-donors, , depart* 
merits! fields of study, etc. Study the best way of cot^municai- 
ing with each segment and the kind gf ;ippeal ana^iming, 
which wouiu arouse the interest an>d gain the greatest re- 
sponse from thijt segment ofu;ijLjr p.uK^ic. 

■ • 12 '\ ■ 
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Use Multiple Means Of Communication 

Thef-e affe many ways tq Communicate with your prospec- 
tive donors: 

a. Direct Mail is the most common. Concise letters and 
folder^ showing die purposes of the Fund, what It can 
accomplish, how it will^nRance the sdiool, are neces-. 
sary. Letters should be signed by persons with leader- 
^hip-roleSrlnyour Fundand in your School's volunteer 

' team or administration. Letters should be personalized 
' as much as possible.*- When possible, use the proper 
salutadon, have the writer, sign personally, add a per-, 
sonal note. Folders, brochures may be Included with a 
cover note. They offer variety. Vary the appearances of 
your mailings. Don't always use the same envelope or 
letterhead. There are traditional mailings which work. 
For example, the LYBNT mailing sent to those who give 
"last year byt not diis" is effective if it is sent just a few 
weeks before the Fund's close and, especially, If it is 
personalized. ^ 

b. Develop a Phon-a-thon. .They are growing niore com- 
mon. And they work. You can do it, too. Use alumni or. 
students or parents, or even faculty and staff as callers. 
Make calls brief, friendly, to the point. Often, you can 
find places in your community where there are up to 6 
to 12 phones you can use wi&iput (fharge, 

c. For alumni, solicitation by class is impoztant. Appoint a 
chairman for thte Fund from each class. Ask the chair- 

^jnan to write, or call each member of the class. Phone 
solicitation is important witd parents, too. 

d Build programs of special giving by aniilversan^ classes 
(such as the l^Jth, 25tli, 40th and 50th year classes.) 

e. Of all forms of solicitation, person^?/ solicitation is the 
most effective. Asking key persons to call on .other 
important prospeas is rfecessary. Don't overloadthem 
widi assignments. If you c*an assemble a team of dedi- 
cated volunteers who will call on five or so prospeas 
each, this will provide an Important nucleus for your 
Fund. 

Major Gifts 

This brings us to the subject of major gifts. We know that 4n 
successful capital campaigns, about 85 to 90 percent of the 
money cqmes from 5^ jpj^rcent of the donors. This rado 



does not hold for Annual Funds where the emphasis is on 
broadening the base for support. However, major gifts are 
important to At^nual Funds. Obtaining major gifts requires a 
planned strategy. Major gifts don*t just happen — someone 
makes them happen, The sequence of step^ for being suc- 
cessful in obtaining major gifts begins with — 

• Effective research by the staff among the organization's 
key constituents to identify individuals, foundations and 
corporations capable of making a substantial commit- 
ment to the organization's programs; then 

• Cultivation of the prospect to bring him or her into a 
claser relationship with the institution and its programs; 
then 

• Involvement of tlie prospect in the activities of the in- 
^ stitution^ through participation on a committee or as a 

member of the Board of Associates or Trustees; tlien 

• Ask for the gift! Some gifts are never received simply 
because the **ask'* never occurs. When the time is right, 
the most infli'.<;ntial person (staff, volunteer, president) 



must make a presentation and ask for a specific gift; then 

• Extend proper acknowledgement for the gift. Be 
prompt, be thorough, be appropriate; and finally, 

• Provide recognition to the donor. Make sure you know 
that recognition is to tlie donor's liking. Not all donors 
want a public fanfare over a major gift, yet nearly every- 
one desires some degree of recognition. 

Each step prepares tlie way for the next step if it is success- 
ful. If it Ls not successful, different ways of reaching the next 
step must be found. Continuous activity is important. And 
when the top step is reached, it is usually time to repeat the 

pnxress. 




Recognition 



Acknowledgement 



Asking for 
the Investment 



r 



Involvement 



Cultivation 



Evaluation 
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Challenge Gift 

A challenge gift is a powerful stimulus to activating volun- 
teers and staff and attracting donors. Obtain a gift from a 
foundation, corporation, or person (or several persons) con- 
ditional to your meeting a challenge in the form of an in- 
creiised goal of dollars or donors. The challenge could be tliat 
the donor would match dollar for dolhir what you raise up to 
a prescribed limit, Or, it could be in terms of the number of 
donors who give; or in terms of the amount of "new money" 
you raise. A challenge gift of an impressive amouoi will have 
great impact on your Annual Fund aftd get people to work 
and give. But, make the challenge the real thifig, witli condi- 
tions that make you stretch — not just a gift you'll get anyway, 
whether or not you fulfill the challenge. 

Donor Recognition Clubs Or Annual^ Giving Clubs 

Every gift to your Annual Fund is ihifJortant. Every gift 
should be acknowledged so tliat the donor will know it 
helped reach the goal. Often, small gifts represent as much or 
more dedication and interest on the part of the donor than 
major gifts, However, to reach your goals you will need some 
large gifts, made by people who place your school high oa 
their priority of "causes." Thus, Donor Jlecognition Clubs for 
those making annual gifts of cenain amounts help stimulate 
giving and keep the donor tied to your Jnstifution. "Clubs" 
may be set for those who give $10,000 a year, or $1,000, or 
$500, or $100. Fringe benefits for members of trie various 
Clubs will differ, but may include invitations to a dinner, 
luncheon, concert, lecture, or other .special occasions. Often 
membership cards and mementos or^^laques are given. 
Donors lire proud of this recognition and take-ii seriously. 
Development officers should also.' 

Annual Honor Roll Of Donors 

One of the best ft)rms of recognition is the annual honor 
roll of donors, showing gifts (not in amount) in name by 
public such as alumni, parents, friends, etc. Donors appre- 
ciate this. But spell their names correctly or you ll hear from 
them. 

And, don't forget the Preliminary Honor Roll or Galley 
Proof, mailed some weeks before the Fund's end as a means 
of motivating the donor to send in his gift to meet the dead- 
line for listing in tlie Aani^l^epon. 



Atid Specialized Support Groups TaThe Annual Fund 

Donors will make additional gifts— separate from their 
gifts to the Annual , Fund— each ^ year to special interest , 
groups such as Athletic Booster Clubs, Friends of the Library,^ 
Fine Ans projects, and special departmental funds. 

Establish A Budget For The Annual Fund 

Remember, it takes money to raise money. Cost of the * 
Annual Fund should be included in the development budget, 
foiimate the kinds of promotional pieces, types of paper, 
letterheads, postage, mailing costs, ^travel, phone, and in- 
office duplicating. Percentage of costs should drop, as the 
Fund grows. 

Records 

Records are a "must" in acknowledging g^fts and providing 
recognition. Records also provide tlie basis for future Annual 
Funds. Th6 most likely prospects for gifts ?re past donors. 

A basic giving record for every gift is a place to begin — 
\^hether tlie donor is an individual, a foundation, firm, or 
business. Stan out by listing for each gift: 

Name of Donor 

Address, Phone Number 

Amount of Gift; date ^ 

.Purpose of Gift 

Key Contact Pei\soh (in case of foundation or firmX 
Pledge or fully paid; date 
Worker who helped get the gift • 
Donor t\pe— alumnus, parent, firnv etc 
' Special interest of donor 

Wliat foUow-tlirough must take place 

Use The Files In Cultivating And Soliciting 

Keep records and files on each donor ;ind use them M;iny 
schools work on dt)nors without consulting tlie files to find 
out past history with the prospect. The files should provide 
the basis for future contacts with donors. 

Reptjrts 

It is important in an Annual Fund to report at least monthly 
(or semi-monthly) to your chairman and committee mem- 
bers. The Report on Sources of Gifts should include informa- 
tiori,ont 



a. 'Giving by publics (such as alumni, parents, firms. Indi- 
viduals, etc) Use amounts and numbers of donors (not 
nunlber of gifts.) . 

b, Compare to: 

• ' Cumulative giving so far this Fund year. 

• Cumulative givii'ig last year at this time 

• Goal for current Furjd year. 

The report on Use or Purposes of Gift should compare the 
amounts of giving for each public witli giving last year at this 
time and the goal for the current fund year and show the 
following totals: * . 

• Current Operations —Unrestricted and Restricted 

• Capital Gifts— Unrestricted and Restricted 

• Bequests and Deferred Gifts, 

Research k 



> base of support for your school and also to identify from die 
giving eaclj year a select group of interested friends who can 
make major gifts, the process of identifying prospects must be 
continuous. ^ ' 

You can't buy lists witli any certainty of returns. Also, you 
can*t alford^to spend time researching the five dollar donOr. 
Thus,' you should avail yourself ot printed lists of major 
donors which are surprisingly readily available and qften 
with no cost. 

In your own community, look at direaories of cliibs, 
community prestige group memberships, contributor lists to 
major hcxspitals^ colleges, symphony orchestras, art groups, • 
museums, banl^ trustees, major shareowners of local corpo- 
rations. Zip Code Directories can indicate cx)nc?ntration of 
wealth. Forbes, Fortune and magazines of every major com- 
munity regularly have lists of the wealthiest individuals. Also, 
and this is all-important — ask ifeaders to be orfyour boards 
and committees. Business leaders can ,steer you to their 
wealthy peers. Alumni and parents know prospects in their 
communities. Ask. Inquire. Research. 

Speedy Acknowledgetnent, Accurate, Fast Recording 
Of Gifts Are Musts 

Donors expect to be ackno^&ledged and thanked. Hie 
sooner you do this and the more accurate you are as to the 
amount, pledge, cash payment, and purpose of the gift, the 





more you will convince the donor of your appreciation. The 

' business efficiency of your institution is also noted, 
« • 

Publicity 

Let the world know of your success. In an Annual Fund it Is 
important to publicize at tlie end of the Fund year any suc- 
cesses in — increase of donors, dollar amount, etc. Donors 
will not stop giving because they think you have too much 
money, they'll want to gel on tlie bandwagon of success. Give 
full credit to your committees of volunteers and tlieir chair- 
. men. Consider stories of major gifts in your own publications 
as well as the local press. Bequests should always beipub- 
licized whether or not you list the amount even if it is small, 

A Positive Attitude 

Nothing is more imponant in the success of the Annual 
Fund tlian a positive attitude of b,elief in the institution's 
program ancj belief in the impoitance of the Annual Fund in 
helping the school reach its educational go^ls. 

The Annual Fund is a training ground for— 

• the donor who, tlirpugh tJie Fund, is encouraged to give 
regularly, < 

• the school staff who'dirough their gratitude and ac- 
knowledgement win the prospect over into the ,sei of 
loyal friends, 

• the administrators.who because of the Fund get to know 
their donors better and can soon approach some of 
them for major gifts in projects in which tJiey are most 
imeresied. 

Remember ... 

^ he Annual Fund is more than ju.st a conduit for money. It 
i is the best means available of taking die- temperature of 
your donors, of inculcating a habit of giving regularly, of 
cultivating friends, of expanding your support, and moving 
the donor to a major gift. ^ 
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Planning: 
Resource 



Jeny A, Jtirc 



1% aM year donors j^aw owr liillion to charities 
' ■ ihrt)Ugh bequests and other deferred j»ift tonus, I 
. as.snnie that a certain percentage (it those donors 
were Catholics, horn, raised and educated through our parish 
graile scht)o!s, high schools and colleges. Indeed^ we proha 
hly spent more lime with them during their lifetime than the 
institution that received their charitable gift. 

What eauses donors tu give to St Joseph Hospital tlW 
I ni\ersity of Notre I^ame. the missions etc , and not their 
parish, parish scfiool or secondat^ school? I cati only helie\e 
the answer lies w ithin the phrase: Iwaiusvvou nvver ashed 
thou for such a ^(f t 

It would be hard to poll parishes .uul schools acr^ jss tl^e 
counir\ to get a real anahsis ot i>!omotional programs 
under\va\ to secure charitable gifts, i^ui m\ guess would be 
that such programs are not gi\en much lime or resources. 



Yei 

Afmther 
Program 



Pasters and school adniinisiialoi s haNe to v iew m\ ISiate 
iManning Piogram as \el another pi'i>gram to deal a\ illi. TheN 
see this program \\\ the saMie light as ihev see progi ams such 
.IS grant \yriti!ig. corporate solicitation, .md fund raising 
events Iliis program calls for a ciLTiaMi amount of direction., 
commitment and iinohement on the part of ihe parish 
stIuH)! leader if it is to represent a new resource for the 
development and maintenance of (Catholic educaiioti in ilie 
\ears to follow ^ ^ 



• However, in this case., a projgnim offering long-range fi- 
• napcial suibilit^, nefed not be completely organized and ad- 

. ; jTiinistered by the pastor or school administrator. This j? one 

* program that is better handled by professionals wVio deal In 
' Estate Planning on a daily basis. " 



What Is -Financial' instinitions all across the coimtrj' have be'dn en- . 

Estate courjiging -n^ore sophisticated^ estate- planning for young 

Planning? couples, senior citizens, and widows in an attempt to have 
. ^ them put together a financial plan that will take care of.tlieir . : 
financial needs for retirement, disability of long-term illness, 
college education 6f children, care of survivors and other 
^ c ^ . needs. They have packaged plans that can be suited to the 
current resources of individuals all in an attempt to have 
* • • them make wise in^restments in their fuUire, Because of the 

* tax implications and tli'e^need for up to date legal and finah- ' 
* cial knowledge, tliis is best done by professionals. Thus it is 

* * not necessary or advisable for the pastor or schooUdmtnis-.. 

f trdior to put tliemselves in the position of needing to know all' ' 
abmit Estate Planning before getting into its promotion. Table 
A gives you an idea of what must be considered In an indi- 
riduat estate plan. 



TABLE A ComiSonetUs bf an In^lvid|ial Estate Plan 



1. Major Medical/ Emergency Coverage 

r. 

2. Disability Insurance ^ 

« 

3. Life Insurance * - 

4. Retirement prografn/ provisions 

5. Charitable giving provisions 
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Within the context of a good estate plan) provision is made 
tor bequests, (charitable gifts through a will) to relatives, 
surv'fvors, and charities supported by the individual during 
his lifetime. Donors are encouraged to provide for the loss of 
their gift income to an institution through a charitable be- 
quest which provides for an annual .income to replace what 

.■ 20- 



they are now giving. Wliere will Faibec Smith find another Mr. 
Jones, who gives $4-5,000 a year in the offenory. as well as 
other special gifts 'during ihe year? Has Father Smith ever 
talked with Mr. Jones about a plan to keep that Income 
coming to the parish? An alumnus of a higK school who gives 
generously? Who will replace him at death? 

There are a number bf other advantages to Estate Planning 
for our prishes and schools: 

to airr^nt suppon programs. 
2. Current funds of deferred gifts are yoursl Donors stay 
witli you during their lifetime' if rfiey have made a de- 
ferred gift. ' 
• 3. Economic stability for your institution. ' ' 

4. More giving, options to ^donors. 

5. Upgrade the amount of donors" and contributions with 
deferred gifts. 

6. Your Institution looks mo're professional/sophisticated 
and thus deserving of more' serious gifts. ^ 

Remenfiber too tl^ere are many advantages to the donor or 
prospective donor as w^ell. lliose who can't afford big gifts 
now, nia^ $till give them, but as deferred gifts. Their financial 
sef urity/emains intact because the gift is made operable only 
at death. Substantial tax savings doUafs especially if long-term 
capital gains s^ecurities/properties are used enhances the 
value of their estate. Estate gifts are usually memoriaf gifts 
which insures tjje name of the dpnor or hmWy living on 
heyond death, r 

TABLE B Advantages to Donor in Estate Planning 
(Ne6ds of the Donor) 

\, Lirgcr gifts poSvSiblc if deferred. » 
(Prestige. Renown,) 

2. ' Financial security, gift effective at death. 

(Peace of mind, Conf^idence) 

3. Estate tax dollars saved, resulting in larger estate. 

( Wisdon. Shrewdness.} ' ' 

4. Memorial gift opportunity to honor name and family. 
(Honor Recognition. Praise.) 
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tf much as all Iftstitutions can and should do something to . 
> Ingredients promote 'bequests and other charitable gifts, not all inst;itu- 
lions have the right climate to attract serious donors in this 
areit 

What' is meant by that? 

1. Are you tliankful fo/ and to your current dpnors? 
^ . 2, Do you useVour current resources, wisely and are you 
' " . now being perceived as a good steward of resources? 

- ^ ^ • 3. -i3o you project an irtiagetjf ^tabiiitj'; does it appear that :~ 
, , you hav§ direction, a plan» know where you are going? 

4. Do you have a profile on your current donor base and 
some understanding of their needs and how you might 

^ satisfy them? 

5. Do^'you provide them with attractive investment options 
and encourage gift giving?* Sometimes we don't^for 
fear ^talking money, 

6. Do you share your dreams for the parish/sch(X)l witli 
• ' >^our donors and ask them'to be pan of tlio&e cireams? 

One would assume pprhaps>kat the, ingredients were, 
more profound tlian that. In all hoh^st)^^ just that 
basic. The climate for gift giving must be preseiV^ an uppre- 
. ciation of gerierosity must be present; specific oppt 
must be offejeO*, intended to meet die needs of thd individual 
donor — not the needs of the parish or schobl — and the' 
commitment will follow. This is good parish-school de- 
velopment and works eveiy time. 



Step'^By-Step Let s assume for the moment chat die givens above are 
Appvoitch prett>' much in place or that steps are being taken to eitlier 
improve C/onditions or enhance them. You might now be* 
ready to consider an Estate-Planning program. Vdiat should 
yo.u do first? There are Sei^ert basic Steps: 

1. Read Estate* Planning nuuerlals for your own under- 
standing. * 

2. Begin asking people to make out their wills. 

3. Offer plaitied giving seminars and will clinics, 

4. Send out periodic mailings on Estiite Planning. 

5. Establish a Planned Giving Committed. 

6 Begins? prognmi of personal contact!,^ . 
^ 7. Be patient repeat the cvcle, repeat what works. 
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Now let's very briefly take a look at these Steps one at a lime 
and see what is entailed ^ s 

L Read available materials « > 

We ^ receive prpmotiqnal' materials from our local col- 
leges, hospitals, niission^roups and other national societies; 
our local banks ^and Insurance people have promotional 
materials. Collect* thenx and refd them to get an understand^ 
ing of thebaslc-ierminology and concepts. Look at some of 
the ©ptions and possibilities" Gel to know andialk with a trust 
oflficer of a bank, an attorney tiiat deals In estates; learn from 
them. They will be valuable resources for you later on in your 
program. ReacfBrosterman's The Complete^Estate Planning 
Guide*— "^rhii^ in plain, simple, language. Remember, this- 
'exercise is not«to make you- an- expert in the field, Don't 
attentat' Ifearn -^everything there is to know about it: it 
changes constantly. ' ' i 

2. Begin asking people to make out their wills 

People cannot leaye money in their will, to anyone without 
a legal, up-to-date wilL You? Firft phase of the program has to 
be to encourage will making. You can do this through litde 
motivational phrases in your parish bulletins, alumni news- 
letters; through editorials or homilies fr6m time to time, The 
more you encourage good stewardship fh the context^f adult 
education, the more likely you will be remembered when the 
actual will Is written. ' 

3. .Offer Planned Giving Seminars /Will ClinicS 

People appreciate good advice and good five advice. Have 
professioniUs from your own parish i;>r school put together 
either series of quarterly seminars ofi estate planning, 
InvestmentSfSetting up trusts, looking to retirement, etc. This 
should l^ coupled with ,some general advice and encour- 
agement about making sure your will is in order, to preserve 
the resourced you plan so hard to prgteci. PTA meetings, 
Sunday afternoons or alumni meetings are good times to 
'^f)ring in guest speakers on this topic — without any real pres- . 
sure on your part to attempt to persuade your ai^dience. Your 
local bank will ofjei: to do these clinics for you if you have no 



•Brastcrman. Roberta Tfje Complete fsSUue PlofmiPi^* Guide RtA eel. 19Hl» 
Q ' pap 3 9S. New /^ncricart Libran\ 1633 Broadway. New York, W 10019. 
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one available. If the program has been helpTuI to them, given 
^as a servi(!e to them, people will remember yoA whebi their 
estate plans are being made. ' i 

4. Send out periodic mailings 

' A gooci variqt)' of brochures and flyers are available to be 
mailed on a ^^cle basis to all your potential prospeas, 
.families to the parish, all .alumni. Thev can be purchased 
cheaply, mailed out bulk rate,. with a cover letter from the 
paster/school administrator. They are usually reaci and the 
advice appreciated. This can be done once a year in conriec- 
tion witfi a will clinic and/or homify or as pan of a quarterly 
; program. Here I would recommend the materials from 

* Robert F.Sharpe and Company, Memphis, TN. They would be 
happy to send niaterials and offer suggestions in designing 
your program. Table C illustrates a sample mailinjg. 

' ^ ' ^ 

TABLE C Suggested Direct Mall Package (Quarterly Mailing) 

• Mailing to^ntirc pari^li listing/ alumni listing 

• Use of brochure. Imprinting logS extra. ... 

• Cover tetter highlighting brochure subject^ 

BROCHURES' 

THE STATE HAS MADE YOUR WILL ' . " 

WHEN SHOULD A WOMEN WRITE HER WILL 

1 1 THINGS TO REMEMBER IF YOU PLAN TO REMEMBER US 
IN YOUR Wn.L 

< YOU NEVER NEED TO CHANGE YOUR WILL UNLESS . . * 

* 

4000 mailing pieces each quarter ' , 

$115 per rhousiind ( 16,000 ) * , 

* f ' li .840 pKis postage 

Prices subject to change 

•Brochures are from Robert F. Shafpe and Company. 5050 Poplar Avenue, Meraphi.s. TN 57 

^ 5. Establish a Planned Giving Committee^ 

This prqgcam, like mtuny oUiers at the parish needs atten- 

* tion and a commitment of time and money. With this forma- 
ly^n of a Committee, comprised of real expertise, the pro- 

Q f gram will not ^nlv work'l but will ftmirish in terms of its 
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^ return, lliese men an^l women l^^^e one task at hand and thai 
is to help design/tailor a Planned Giving ^ogram you and 

* see that it, produces results. Include a bank trust ^officer, 
investment counselor, attorney, insui;3nce agent and one of 

*• your , major* donors on the Committee; meet and design a 
- * program and . a process for following th^;ough. 

' / • ' • * \ » ' 

0. Begin a program of personal tontacts 

MostltkeJy candidates for ^ bequest arp current donors, the^ 
people who attendqdjQur wiir clinics i^nd semTnars, those 

TABLE D Some Gift Options ^ * ^ 

A Bec^uest equal to that of an lieir. 

• •! A.Spedfic Amounts' $1-JJ,000, etc. • 

Ah Am»imt, equal to present gii^ing level. a ' < ' 

* V ^ - ' " ^ . . 

Stocks /Bonds . . ' ♦ 

• • Designate long-term securities to avoid capital gains tax to estate. * * ^ 

• * *• * 

Savings Account Trust 

• ^Whatever remains in designated savings account is ^he charltable^^fr to the 
institution-. « - ^ 

Collectabies * 

• specific beqbest of stamp, coin, art. antique collections. ^ 

Real Estate 

. • Sign over residence with life tenancy clause 

• Summer home, condominium 

• F4{ni land, investment property, buildings 

Life insurance 

• Assign current policies to parish/school as owner and beneficiary. 

• Establish new policy with parish/scliool as owner and beneficiary. 

RetiremerU Plans ^ 
^ • Parish'school beneflciar>' to remainder payments, contingent beneficiar>'. 

Tntsts 

• Pays income for life of donor with remainder going as charitable gift; <ye/two 
annuities. 

» 

No-intetest Loans 

• • DeaiJi clause which makes joan a gift; callable 30-60-90 dayji, payable at death or 
cancelled. • ^ § 



who resj[X)ncIecl lo your mailings and aiilclar more irtforma- * 
tioo. These people should be visited personally by the 
pastor/school administrator and/or a member of the Com- 
mittee; they should be shown your plan f9r the future and 
^'solhe suggested ways they might consider investm.ent in that 
future. 

Table D suggests some Nvays donors might make deferred 
or Estateiy^nned^ifts. The list gives your<ionors syi oppor- 
tunity to look at alternate way^ x>f giving tailored^ to theit 
particular circumstances and reso,urces. ^ 

The donor should be given a chance to react, touch base 
with their legal counsel or be referred to someone in the 
parish who might assist them. From this point on, that person 
should be given a lot of personal attention: good information 
on the school and parish, personal letters from time to time, 
and should be considered a very special guest at all progranis 
and activities of the institution. This personal treaunent will 
■ assure the charitable 'gift. 

7. Be patient: repeat the cycle, repeat what works. 



Case ■ 
Statement 
For . ' • 
Support 



One assumption tliat has been made aH along in this article 
is a clear, concise, and convincing statement, illustrating your 
needs for charitable gifts. The case statement tells how 
donor's generosity can make a significant impact in meeting 
these needs. How that generosity can fulfill their need to be 

•.recognized as making a mark in the life of their community. 
' , 7;??^ Case Statt^mefit should establish or reaffirm your in- 
stitution's ]&o.s7//(;e position in the community, it should high- 
light what the parish/school is doing to benefit others. An 
iastitutlon widi plans and dreams for its future should be 
projected. St)ecific invesunent opportunities in which pro- 
spective donors take an interest and direct their generosity 
should be illustrated. ITiese opportunities can be packaged in 
a variet>' of ways to have more appeal to donors. Table E 

^ illustrates a few* ' 

People need tQ know their gift will be important, solve a, 
practical need and that ihey themselves Will be remembered. . 
The Case for support should make that pojfiible/ 
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TABLE E Gift Opportunities —St. Pius Parish 

1. Endowment Program 

Gifts will he held perpetually, only the interest earned each year will be used 
The gift will continue to serve the parish beyond the donor's lifetime. 

2. Memorial Family Scholarships 

c difts of $10,000 or more will assure financial assistance each year to X secon- 
dary' school students and/ or X elementary students. 

• Plaque, memorial booklet, annual mass, wlU honor your name and family for the 
life of the parish. 

3. Church Renovation and Development Fund 

t Income used annually for some specific renovation project. 

4. Parish School of Religion 

• Preserve religious education 

• Endow program; endow lending library; media budget, materials. 

5. Youth Ministry Program 

6. Social Concerns Program 



Start 

Anywhere 



•Although this outline is a logical step-by-step process, 
where one starts depends on the expertise available, the time 
and financial resources available to such a program. You can 
all start with little motivational statements in your publica- 
tions. I suggest one a month in the parish bulletin, one each 
issue of die alumni paper. You can all do a mailing once a year 
by purchasing brochures and literature already prepared, 
Yo.u can idl devote a Sunday a year homily to the ni^ed and 
moral duty- of will making and estate planning. And youcan ail 
ask people to leave money in their wills. 



Be 

Personal ■ 
Be 

Grateful 




This program like any other develo{>!nent program and 
activity will be successful in direct propt >r on to how person- 
ally you treat people. In the fimd analysis, wtr must touch tfiem 
and their need lo give, to be recognized, to be honored, to be 
remembered. This needs a personal approach, whether the 
ultimate gift from this person is $1,000 or a million dollars. 
>X'e can never thank people enough for their sacrifices, their 
generosity-. Their gifts are impt)rtant— for what they enable 
your parish or school to do for others This gratefulness on 
your part only, inspires greater sacrifices and commitment. 
Thank them and thank them again 
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« 

Conclusion Estate Planning and will making is important for every 
adult: to preserve hard-earned estate dollars, to provide for 
our future, to provide for our heirs. 

Those of us who have given these adults education and 
social service, who have strengthened their faitfi and moral 
character — sh;ire in a very unique way in the lives of these 
individuals. We\an and sliould be as important as one of their 
heirs and consequently share in the distribution of their 
eiirthly treasures as a member of tlieir family. 

Our tiisk has a spiritual dimension to it, un adult education 
dimension to it also. Their life can live on in testimony to 
others through their gift of s^lf, their time and treasures. 

We need to Show themihe importance of what they can do 
for others: How their lives can inspire, teach, and sanctify' 
others. \^ 



The autlicjr presentsihK niaienat a^'^C^^ 
nature only. Liigal, banking "or inyesimeni advice Is not 
intended. Administrators should seek local counsel when 
designing Estate Planning programs or when talkinj* with 
prospeaive donors. 
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